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International Aviation 
MBA takes off 


Renewed partnership with IATA confirms Concordia’s leadership position 


| GLOBAL LEARNING CENTRE 
FOR THE 
| AIR TRANSPORT INDUSTRY 


AIRLINES ~- AVIATION MANUFACTURERS — 
JERS -- PROVIDERS — PRODUCTS & SERVICES 


IAMBA Director Dale Doreen poses with Rector Lowy, IATA Director General Pierre Jeanniot O.C. 
and Dean Anvari at the signing of Concordia’s new agreement with IATA. 


his year, scheduled com- 

mercial flights will carry 

more than 1.2 billion pas- 
sengers and nearly 20 million tons 
of freight. The aviation industry 
has grown exponentially in the 
last two decades, and with that 
growth has come the need for 
highly specialized management 
training. 


In October, Concordia’s ground- 
breaking International Aviation 
MBA (IAMBA) programme 
renewed its partnership agree- 
ment with the International Air 
Transport Association (IATA) for 
another five years. In addition to 
renewing the IAMBA‘s exclusive 


partnership with IATA, the agree- 
ment extends the programme's 
mandate to include the establish- 
ment of IAMBA programmes at 
other institutions around the 
world, in partnership with IATA. 


“This agreement opens up the 
world market to us,” says IAMBA 
director Dale Doreen. “We've 
developed a unique model which 
combines the most advanced 
operational and management 
education. Our programme also 
takes into account the dramatical- 
ly different realities the aviation 
industry faces around the world. 
Now, with IATA’s support we are 
going to export our model.” 


Founded in 1992, when IATA 
selected Concordia to develop 
the world’s first international avi- 
ation MBA, Concordia’s IAMBA 
programme trains aviation pro- 
fessionals in advanced manage- 
ment theory and the latest in 
industry techniques. Five years 
later, the IAMBA remains the 
only programme in the world 
endorsed by IATA. The new 
agreement and the upturn in the 
aviation industry positions the 
IAMBA to play a world-leading 
role in defining and improving 
management education for the 
industry. 


continued on page 6 
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Commerce Today communicates 
our vision and achievements 


Ce" Today is well on 
its way to becoming an 
important vehicle to let our 
alumni and friends know about 
the changes and events that are 
taking place in the Faculty — 
changes and events that reflect the 
dynamism of our Faculty and the 
reality of the marketplace. 


We operate in an environment 
where competition among busi- 
ness schools is fierce. With further 
budget cuts expected and as pub- 
lic demands for accountability con- 
tinue, universities must continually 
look for ways to improve the qual- 
ity of their programmes and the 
efficiency of their operations. As in 
private industry, only the fittest will 
survive. 


| am extremely proud of how 
our faculty has responded to our 
reality. Much has happened since 
earning AACSB accreditation in 
April. We are looking at the years 
ahead and positioning ourselves 
to become the premier business 
school in Canada. To achieve 
this, we are working on several 
projects including the develop- 
ment strategic alliances with 


groups as varied as the Montreal 
Stock Exchange and the Grand 
Council of the Crees. We are also 
developing plans to aggressively 
use information technology in 
everything we do. 


This third edition of Commerce 
Today is full of news about our fac- 
ulty, programs, students and alum- 
ni. Here are few of the stories we 
are following: 


In September, Concordia and the 
International Air Transport 
Association (IATA) signed a five- 
year exclusive agreement to offer, 
in partnership, the International 
Aviation MBA program, making it 
the only program in the world 
endorsed by IATA. 


The faculty profile in this issue 
features management professor 
Jean McGuire whose timely and 
topical research on executive com- 
pensation will explain why some 
professionals earn the remunera- 
tion that they do. 


As well, one of our many suc- 
cessful alumni, Brian Steck, presi- 
dent and CEO of Nesbitt Burns, is 


profiled and you'll read about the 
role Concordia played in helping 
him achieve one of the top posi- 
tions in corporate Canada. We'll 
review current events such as the 
launch of a new placement centre, 
created by faculty, staff and stu- 
dents, which will cater to the spe- 
cialized career needs of Commerce 
and Administration students. 


This year also marks the tenth 
anniversary of the Awards of 
Distinction luncheon. For the last 
decade we have been recognizing 
the importance of certain individu- 
als’ contributions to the business 
world and our community. This 
year we will be honouring Renée 
D. Angers, Aldo Bensadoun, Alain 
Benedetti, David Goldman and 
Roger Kwong-Ming-Yuen. We also 
take time to extend a warm wel- 
come to new faculty members, 
and highlight achievements by our 
faculty and students. 


On a more sober note, we also 
mark the passing of Humberto 
Santos, president and CEO of 
Desjardins Laurentian Financial and 
a tireless advocate and friend of 
the Faculty. | would like to take this 


opportunity to express my heartfelt 
condolences to the Santos Family. 


| am certain that you will find 
that this issue of Commerce Today 
demonstrates the results of our 
efforts to offer our students the 
best quality programs available. 
We are extremely proud of our 
achievements and look forward to 
the new challenges that lie ahead. 
The groundwork has been laid for 
a major thrust forward. We'll keep 
you up to date in upcoming edi- 
tions of Commerce Today. 


| look forward to hearing 
and reading your comments. 
| can be reached personally at 
(514) 848-2703. You can also 
contact our marketing coordina- 
tor, Germaine Chan, with your 
feedback, at (514) 848-2737. In 
addition, please send us your 
ideas and comments by fax at 
(514) 848-4502 or e-mail us at 
comtoday@vax2.concordia.ca. 


Mohsen Anvari 

Dean, 

Faculty of Commerce & 
Administration 
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keep in touch 


To send us a change of address, please send this form or write to: Faculty 
of Commerce and Administration, 1455 de Maisonneuve Blvd W, 
GM403-9, Montreal, QC, H3G 1M8, or send a fax to (514) 848-4502, or 
e-mail us at comtoday@vax2.concordia.ca. 
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Jean McGuire is taking the mystery 
out of executive compensation 


id you know that Bank of 
D ier: chairman and 

CEO Matthew Barrett 
makes more than $2 million a 
year? That Donald Walker of 
Magna_ International pulled 
down more than $3 million in 
1996? Professor McGuire does 
and she knows why they earn as 
much as they do. 


Finding out how corporations 
determine what to pay their 
leaders is the bailiwick of 
Concordia professor Jean 
McGuire. Along with her work 
on corporate governance and 
international strategic relations, 
McGuire is the author of several 
papers on corporate strategies 
for executive compensation and 
the differences between execu- 
tive compensation in the US and 
Canada. “It’s a fascinating field,” 
says McGuire. “In many ways, 
these top executives shape our 
economy. The responsibilities 
they bear are enormous, and so 
are the amounts of money they 
get paid to bear those responsi- 
bilities.” 


According to McGuire, who 
joined the Faculty in 1987 from 
the University of Massachusetts, 
studying executive compensation 
in Canada has its challenges. 
“The first and most obvious 
challenge is the lack of disclosure 
regulations in Canada. When | 
taught at UMass, | could go 
down to the library and look up 
the salaries of any executive | 
wanted to know about. But 
Canadian securities regulations 
don’t require corporations 
to divulge what they pay their 
officers. The only Canadian cor- 
porations that list salaries are 
those traded on US stock 
exchanges,” explains McGuire. 


“Not knowing what top execu- 
tives earn makes it difficult to 
assess whether shareholders are 
getting good value for the 
money they pay their executives. 
It also makes it hard to deter- 
mine how effectively the board 
of directors is evaluating the per- 
formance and compensation of 
executives. But we manage with 
the information we can dig up.” 


Based on available salary infor- 
mation, McGuire’s research 
shows that executive salary levels 
seem to be roughly equivalent 
between Canadian and US firms 
of similar size and earnings, but 
she points out that there are 
some interesting differences in 
how compensation packages are 
structured. “You have to remem- 
ber we're talking about more 
than just salary when we talk 
about compensation. We're also 
looking at things such as stock 
options and a wide range of per- 
formance bonuses. What I’ve 


observed in my work is that 
stock options don’t play as large 
a role here as they do in the 
states,” says McGuire. “The use 
of performance-based incentives 
is also less prevalent and man- 
agers, in general, have less of an 
ownership stake in Canadian 
corporations.” 


The reasons for these differ- 
ences aren't always clear. 
“Generally, I'd say Canadian cor- 
porations have tended to be a 
little more conservative. There is 
an element of risk involved in 
linking compensation and per- 
formance too closely. The 
promise of compensation for 
growth or profits can cause 
executives to make short-term 
decisions which might prove 
harmful to the company’s long- 
term growth, such as cutting 
R&D expenditures to improve 
the bottom line. Up until very 
recently, many of Canada’s 
largest companies were old, 


established, family-owned con- 
cerns, which may help explain 


some of their conservative 
behavior,” McGuire adds. 


McGuire believes that change 
is in the air when it comes to 
compensation for Canadian 
executives. “There are signs 
that many Canadian corpora- 
tions are trying to tie compen- 
sation more closely to perfor- 
mance. The Canadian model 
seems to be evolving to resem- 
ble US patterns,” says Professor 
McGuire. “Disclosure is also 
coming, which will make my 
work easier. Canadian share- 
holders are no different than 
those in the US. They want to 
know how their money is being 
spent and why, and the banks 
want to be able to get an accu- 
rate picture of how well firms 
are being managed.” 
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Welcome to the Faculty 


Dean Anvari marked the arrival of 11 new faculty members at 
the annual Welcome to the Faculty Breakfast in August. These 
additions to the Commerce and Administration team will bolster 
the Faculty's already world-class roster, as well as contributing to 
the faculty’s culturally-diverse mosaic. The school’s full-time facul- 
ty of 125 represent 25 ethnic backgrounds and speak more than 
30 languages. The new arrivals include (left to right): Harjeet 
Bhabra (Finance), Paul Souren (Decision Sciences and MIS), Marie- 
France Turcotte (Management), Sharon Leiba-O’Sullivan 
(Management), Normand Bernier (Management), Anne-Marie 
Croteau (Decision Sciences & MIS), Dogan Tirtiroglu (Finance), 
Maureen Sterling (Accountancy), Gordon Leonard, (Diploma in 
Institutional Administration), Stephane Brutus, (Management). 
Absent from the photo is Michéle Paulin (Marketing) 


CoOoweareturattons! 


¢ Dr. Mohan Gopalakrishnan 
of the Decision Sciences and 
‘MIS department won the 
_ 1996-97 Distinguished Teaching 
Award in the full-time faculty 
category. Robert Soroka of 
the Marketing department was 


g Professor 
is the win- 
Award of 


the winner in the part-time 


Ity ca 


Student news and awards 


Concordia students tops in 
CGA Tax and Finance exams 


by Marjorie Davis 


arriet Tassopoulos placed 
first in Canada with a 
score of 99 percent and 


Richard Saul took fourth place in 
Quebec and Canada on the 
Certified General Accountant 
(CGA) Taxation 2 exam written in 
June. Concordia grads also 
excelled on the CGA Finance 2 
exam. Teresa Santella and 
William G. Duke tied for first 
place in Quebec and fourth place 
in Canada — proving once again 
just how strong Concordia 
accounting graduates really are. 


Accounting students donate 
their skills 

An innovative tax program at 
Concordia is providing account- 
ing students with on-the-job 
training and giving them a 
chance to give something back 
to their community all at the 
same time. Accounting students 
donate their time to prepare tax 


returns for Concordia students as 
well as the for general public. 
Charges for the service start at 
as little as eight dollars per 
return and all proceeds are 
donated to charity. Last year, 
the program exceeded expecta- 
tions with over 200 returns 
completed and $2,000 donated 
to the MIX 96 Kids’ Fund and 
the Capital Campaign of 
Concordia. The service will be 
offered again in March. For 
more information call the 
Concordia Accounting Society 
at 848-2855. 


Team captures Concordia’ 
first Coq d’Or 

This May, a team of six 
Concordia Marketing majors 
accepted Concordia’s first ever 
Coq d'Or Award at the 38th 
annual Publicité Club de 


continued on page 8 


The Cog d’Or winning team (from left to right): 
Sandra Arambasic, Annie Verrier, Lizane Castonguay, Harold 
Simpkins (professor), Katia Rassi, Nancy Ho and Mélodie Nash. 
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Steck credits Concordia for teaching 
him the fundamentals 


ou could call Sir George 
William’s grad Brian Steck a 
success story. As head of 


Nesbitt Burns, one of Canada’s 
pre-eminent investment dealers, 
and vice chairman, investment and 
corporate banking, Bank of 
Montreal, Steck’s achievements in 
the business world are consider- 
able. Although hard work, vision 
and focus have all played key roles 
in his success, Steck gives part of 
the credit for his accomplishments 
to the sound fundamentals he 
learned at as an undergrad at 
Concordia. 


“Some colleagues |’ve talked to 
look back on their undergrad 
career and think of it as a four- 
year waste of time,” Steck says. 
“But | don't. Concordia provided 
me with a solid educational base 
that has proven instrumental. 
According to Steck, his training at 
Concordia provided him with a 
solid foundation for his postgradu- 
ate studies. “| had the good luck 
to study with some excellent 
teachers. Professor Andrew 
Berczi’s classes on quantitative 
method helped prepare me for my 
MBA work at Wharton.” 


Steck’s educational experience at 
Concordia wasn’t limited to busi- 
ness courses. “| also studied a little 
psychology during my undergrad 
years and the insight those courses 
gave me has been tremendously 
valuable in my professional life.” 


After graduating from Sir 
George Williams with a BComm in 
1968, Steck attended the 
University of Pennsylvania’s 
Wharton School and in 1970 
joined Canadian investment dealer 
Nesbitt Thomson. Steck was quick 
to make an impression at Nesbitt 
working in areas as varied as 
research, institutional equity sales 
and corporate finance. 


By 1973, Steck had already been 
appointed an officer and director 
and in 1977 he was named presi- 
dent and chief executive officer of 
one of Nesbitt’s principal sub- 
sidiaries. In 1986 Steck was cho- 
sen as CEO of Nesbitt and in 1990 
he became the company’s chair- 
man. Under Steck’s leadership, 
capital and earnings at Nesbitt 
grew 600 and 2,000 percent 
respectively between 86 and 94 — 
impressive performance by any- 
one’s standards. In 1994, Nesbitt 
Thomson merged with Burns Fry 
to form Nesbitt Burns, Canada’s 
largest investment dealer at the 
time and earnings have doubled 
since. 


Like most top executives, Steck’s 
schedule is loaded. On top of run- 
ning Nesbitt Burns and looking 
after all investment, corporate 
banking and asset management 
activities for the Bank of Montreal, 
he’s involved in numerous corpo- 
rate directorships including 
Canada Post, BGR Precious Metals 
and several bank subsidiaries. 


Even with all his business obliga- 
tions Steck takes time to be active in 
a number of community and chari- 
table activities. “| take the notion of 
social responsibility very seriously, ” 
Steck says. “I’m involved with orga- 
nizations such as the Council for 
Canadian Unity, the Weizmann 
Institute of Science and North York 
General Hospital because it’s vital to 
give back to your community or you 
won't have a community.” Steck 
also remains involved with his alma 
maters, sitting on the Board of 
Governors at Concordia and as a 
member of Graduate Advisory 
Board at Wharton. He is also chair- 
man of the Board of Trustees for the 
Canadian Golf Foundation. 


When asked whether Concordia’s 
recent accreditation by the AACSB 
has had any impact on the percep- 
tion Canadian business has of the 
program, Steck replied that AACSB 
accreditation is a plus for students 
on the job market. “Concordia 
already has a reputation in Canada 
for turning out well rounded, 
employable graduates,” Steck 


explains. “AACSB accreditation sim- 
ply builds on that reputation. The 
greatest benefit to Concordia grads 
entering the work force is on the 
international front. AACSB accredi- 
tation is like a calling card for peo- 
ple who may be unfamiliar with the 
Faculty. It says that Concordia’s busi- 
ness school is on a par with the best 
programs in North America.” 


Steck believes that the Faculty of 
Commerce and Administration is 
successfully equipping its graduates 
to thrive in the business world. “In 
the financial services sector, organi- 
zations are increasingly driven by 
specialists. The highly focused edu- 
cation needed to produce these spe- 
cialists has to be balanced by an 
appreciation for some of the funda- 
mental skills required in business — 
teamwork, discipline and an entre- 
preneurial outlook,” adds Steck. 
“Even though Concordia is at the 
leading edge of business education, 
they haven't lost track of the impor- 
tance of fundamentals. The same 
fundamentals | learned when | stud- 
ied there 30 years ago.” 


VOLUME 1 * NUMBER 3 #® WINTER 1998 


COMM 


ERUE 


IAMBA Cont’d 


Montreal's aviation cluster 

Locating the world’s leading 
aviation management programme 
in Montreal was a logical choice; 
the city is without question the 
aviation capital of the world. IATA 
and International Civil Aviation 
Organization (ICAO), the industry's 
two most important international 
regulatory agencies, are head- 
quartered here. So are some of the 
biggest names in the $13 billion 
Canadian aerospace _ industry. 
Flight simulator manufacturers 
CAE Electronics and ATS 
Aerospace, and aircraft manufac- 
turers Bombardier and Bell 
Helicopter all have their head 
offices in Montreal. Aircraft engine 
manufacturers Pratt & Whitney 
and Rolls Royce operate major 
facilities in the area, and Montreal 
is also home to Air Canada. 


“We have access to IATA’s meet- 
ings, people, advice, resources and 
contacts,” Doreen points out. 
“With the active support and 
guidance of both ICAO and IATA, 
our location here in Montreal is a 
huge advantage.” 


The programme 

The 17-course IAMBA is an 
intensive one-year programme 
that combines a core curriculum 
and specialized aviation courses 
such as airline marketing, and the 
aeropolitical and legal environ- 
ment. The bulk of the specialized 
courses are taught by industry 
experts such as MIT's Dr. Peter 
Belobaba, who specializes in yield 
management. In Belobaba’s airline 
operations course, students learn 
how to use statistical and proba- 
bility-based models to determine 
the most profitable pricing struc- 
tures for airline fares. These mod- 
els are used to create the complex 
pricing structures common in the 
aviation industry, where 25 and 
sometimes up to 100 possible 
prices for the same ticket are the 


norm. The models create prices 
based on a number of variables 
such as advanced booking, time of 
year, cancellation and change 
options, demand and length of stay. 


With only one year to complete 
the demanding course load and 
research paper, the pace of learn- 
ing is fierce. “We know how much 
people can take and how much 
we can push,” Doreen says. 
“Students come here expecting to 
be challenged; we're responsible 
for providing that challenge.” 


The scope of the programme is 
truly international. “In this year's 
class we have students from 
Korea, Hungary, China, the Ivory 
Coast, Canada and the US just to 
name a few,” Doreen says. “We 
do our best to make sure every 
student graduates with the tools 
they'll need to face their specific 
challenges in the aviation industry.” 


“This is not a vanilla MBA,” 
Belobaba said in a recent article in 
Air Transport World. “The airlines 
are finally waking up to the fact 
that their managers need addi- 
tional training. And this program 
fills an enormous gap that no one 
else comes close to filling.” 


The specialized training doesn't 
come cheap by Canadian stan- 
dards — $ 25,000 US for the one- 
year programme. But students 
enrolled in the programme are avi- 
ation professionals with at least 
three years experience, and the 
majority are sponsored by their 
employers. IATA offers a number 
of scholarships designated for 
employees of airlines in develop- 
ing countries. Concordia also 
offers scholarships for the pro- 
gramme. Basic entry requirements 
are an undergraduate degree, 
managerial or professional experi- 
ence in an aviation-related indus- 
try and satisfactory performance 
on the Graduate Management 
Admissions Test (GMAT). 


Poised for growth 

Enrollment in Concordia’s IAMBA 
programme is on the rise. There 
are 24 students registered in the 
1997/98 class and according to 
Doreen, next year should see even 
more growth. “Until three years 
ago, the industry was experienc- 
ing one of the most dramatic con- 
tractions and downturns in the 
history of aviation. That certainly 
affected our enrollment,” Doreen 
says. “The shakeout in the indus- 
try seems to be almost over. We're 
seeing a trend towards growth 
again, and that means our pro- 
gramme will grow.” 


Doreen’s guarded optimism was 
echoed by IATA director general 
Pierre Jeanniot at the organiza- 
tion's 1997 annual general meet- 
ing. Jeanniot reported that the air- 
line industry had just completed its 
fourth consecutive year of growth 
and profits, but that full recovery 
had not yet been achieved. “Most 
companies are still busy attacking 
their unit costs, rebuilding their 
balance sheets and completing 
their restructuring in an attempt to 
ensure that this revival is sus- 
tained,” said Jeanniot. 


“| believe we are in the right 
place at the right time,” explains 
Doreen, “for our programme to 
play an important role in sustain- 
ing that revival and powering 
future growth in the aviation 
industry.” 


To find out more 
about the IAMBA 


Past Awards 
of Distinction 
recipients 
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1997, 10th 


Annual Awards 


of Distinction 


Concordia pays homage to five individuals who 


have made a difference 


n November 27, more 
than 400 guests gathered 
for the tenth Concordia 


Awards of Distinction. The 
awards, presented at a luncheon 
ceremony in the Grand Salon of 
the Queen Elizabeth Hotel, cele- 
brate outstanding contributions 
to the business community and 
society. Our winners join a distin- 
guished group of 36 recipients 
who have received the honour 
since its inception in 1987. 


Alain Benedetti 

Regional managing partner 

for Eastern Canada 

Caron, Bélanger, Ernst & Young 


Renée Angers 
Chairman of the board 
Rougier Inc. 
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Aldo Bensadoun 
President 
ALDO Group 


David Goldman 
Chief executive officer 
Noranda Metallurgy 


Roger Kwong-Ming Yuen 
Executive director 
Hong Kong Chinese Bank 


facult 


work 


together to 
create place- 
ment centre 


by Germaine Chan 


tarting in early 1998, 
& Commerce and Administration 

students will have access 
to their own placement centre. 
Until now, job placement for 
the Faculty was handled by 
Career and Placement Services 
(CAPS), which serves not only 
Commerce and Administration, 
but also the Faculties of Arts 
and Science, Engineering and 
Fine Arts. 


A group of Commerce and 
Administration students started 
looking into the creation of a 
Faculty placement centre in the 
spring 1997, in an effort to 
attract recruitment by high-pro- 
file companies and obtain spe- 
cialized services geared to the 
needs of business students. 
Both students and _ faculty 
immediately threw their support 
behind the idea. In fact, in 
September, Commerce and 
Administration students voted 
unanimously to a fee increase 
of $1.50 per credit to partially 
fund the new centre. 


We're not trying to duplicate 
the services offered by CAPS,” 
Dino Nizzola, president of the 
Faculty student association, 
explains. “CAPS does a great 
job and our students will still 
use many of the services such as 
resume writing, interview skills 
and job search assistance. Our 


new placement centre will focus 
exclusively on recruiting.” 

Dr. Danielle Morin, Dean of 
Undergraduate Programs and 
Dr. Bakr Ibrahim, Associate 
Dean of Administrative Affairs 
both worked closely with stu- 
dents to get the placement cen- 
tre project off the ground. “| am 
very proud that our students 
took the initiative to hold a ref- 
erendum on _ the subject,” 
Morin says. “I’m convinced that 
the centre will act as an effec- 
tive liaison for companies mak- 
ing it easier for them to recruit 
on campus.” 


The move to a faculty-specific 
placement centre follows a 
growing trend in Canadian 
business schools. With a smaller 
student population to service 
and the ability to focus on the 
needs of business students, 
Morin also expects that in addi- 
tion to helping students find 
jobs the placement centre will 
also strengthen the Faculty’s 
relationships with industry and 
alumni, potentially leading to 
strategic alliances. 


Currently, the MBA is the only 
program in the Faculty with its 
own placement service. The 
MBA and Faculty services will be 
merged once the new place- 
ment centre begins operations 
in January. 


COMMERCE 


In 


memoriam 


Humberto Santos 


It is with deep sorrow that the 
Faculty of Commerce and 
Administration mourns the loss of 
one of its closest friends and most 
relentless champions, Humberto 
Santos. 


Mr. Santos, president and CEO 
of Desjardins Laurentian Financial 
Corporation, emigrated to 
Canada from Portugal in 1962. He 
studied at night to earn his 
Bachelor of Commerce from 
Concordia in 1975 and went on to 
earn an MBA in 1979. During his 
brilliant but all too short career, 
Mr. Santos rose to one of the top 
corporate positions in Canada. 


Despite the demands of his posi- 
tion, Mr. Santos always made time 
to give to the Faculty. He pos- 
sessed seldom seen levels of ener- 
gy and enthusiasm — devoting 
countless hours to helping the 
Faculty achieve its goals and live 
up to its mission. Mr. Santos was 
among the first business leaders to 
volunteer for the Faculty Advisory 
Board which has gone on to 
become one of our most impor- 
tant links to the business commu- 


nity. In 1994, he was selected for 
one of the Faculty’s Awards of 
Distinction, an honour reserved for 
those who have made outstand- 
ing contributions to both business 
and the community. 


For six years, Mr. Santos sat on 
the University’s Board of 
Governors. He also chaired the 
Concordia Annual Giving 
Campaign and at the time of his 
death was chairman of the major 


gifts division of the Capital 
Campaign. His impact in both 
the business world and in the 
community are an eloquent tes- 
timony to the tireless, passionate 
visionary he was. His insight, 
energy and enthusiasm will be 
sadly missed. 


The Faculty of Commerce and 
Administration wishes to express 
its heartfelt sympathy to the 
Santos family. 


Coq d’Or Cont'd 


Montréal Gala. The event, 
attended by more than 2,000 
industry professionals, celebrates 
excellence in Quebec advertising 
and marketing. 


Concordia’s team competed 
against elite teams from Hautes 
Etudes Commerciales (HEC), 
Université du Québec a Montréal 
(UQAM) McGill, Université du 
Québec a Trois Riviéres (UQTR), 
Laval and Université de 
Sherbrooke in the student cate- 
gory. Each team was asked to 
develop an integrated marketing 
communications campaign for La 
Féderation des Producteurs de 
Lait du Québec. Teams presented 
their campaign to a top-flight 
panel of judges which included 
senior executives from Hydro 
Québec and Métro Richelieu who 
evaluated the multi-media pre- 
sentations in a day-long competi- 
tion held May 9. 


Concordia’s winning team was 
composed of Katia Rassi, Sandra 
Arambasic, Annie Verrier, Melodie 
Nash, Nancy Ho and Lizanne 
Castonguay and coached by 
Professor Harold Simpkins. 


Commerce Today is a semi-annual newsletter 
published by Concordia Universitys Faculty 
of Commerce and Administration. Its pur- 
pose is to inform the alumni and members 
of the Canadian business community. 
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